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I pride myself on being timely, detail oriented, responsive, 
and trustworthy. Having firsthand knowledge in all 
aspects of the home building trades allows me to 
adequately assist my clients. Working with each client 
individually, I take the time to understand unique needs 
and lifestyle. I work hard to learn what’s important to 
you and handle every detail of the process, from 
negotiating the terms of sale to recommending moving 
companies. 

Before becoming a REALTOR®, I worked for a fortune 
500 company in the oil and gas service industry for many 
years and later founded and operated an IT support 
company. This invaluable work experience instilled in me 
certain management skills, customer service skills, and 
attention to detail needed to help clients through the 
tedious processes of purchasing and selling a home.
​
I am excited to get started with you on your new home! ​
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Offers on properties are sparse

Prices decline due to lack of demand

Anxiety, denial, fear, desperation, panic – all emotions 

that sellers are likely to face

Days-on-market (DOM) lengthen considerably

Inventory levels increase substantially

Daniel Hebert
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Prices are appreciating

Inventory levels are low

There are multiple offers on properties

There are a short number of days-on-market (DOM)

There is optimism and excitement
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Get your pricing strategy for your home wrong and 
you will create a problem you may never overcome. 
Get it right and you will dramatically increase the 
likelihood of attracting solid offers and ultimately 
receiving top dollar.

S
el

le
r’s

 D
es

ir
ed

 P
ri

ce

B
u

yer’s D
esired

 P
rice

PRICING CORRECTLY AT MARKET VALUE
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VERY
USEFUL

SOMEWHAT 
USEFUL

NOT 
USEFUL

DID NOT USE/
NOT AVAILABLE

photos 86% 12% 1% 1%

detailed information about 
properties for sale

84% 14% 1% 1%

virtual tours 68% 24% 4% 5%

real estate agents contact 
information

45% 36% 10% 9%

neighborhood information 44% 41% 8% 8%

interactive maps 43% 35% 11% 11%

pending sales/contract sales 31% 37% 16% 16%

detailed information about 
recently sold properties

26% 42% 17% 16%

information about upcoming 
open houses

21% 38% 20% 21%

Daniel Hebert
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ALL 
BUYERS

FIRST-TIME
BUYERS

REPEAT
BUYERS

*	drove by or viewed a home 77% 78% 77%

*	walked through a home viewed online 63% 63% 63%

*	found the agent used to search for or buy a home 27% 28% 27%

*	requested more information 24% 29% 21%

*	pre-qualified for a mortgage online 9% 11% 8%

*	contacted builder or developer 9% 6% 11%

*	applied for a mortgage online 6% 7% 5%

*	found a mortgage lender online 4% 5% 3%
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Buyers are actively using social networking sites to learn about the area they live in. They take advantage 

of social media to find answers and stay up-to-date with the latest news and trends. I understand these 

tools and will leverage these sites to make your property more visible and attractive to the modern buyer. 

Social Networking

We are a society “on the go.” A homebuyer can use a smart phone to search for properties, watch home and 

neighborhood tours on YouTube and engage in social marketing. To reach this moving market, I deliver 

real estate information to cell phones using text messages and the mobile internet.

Mobile Marketing

According to a national survey*, more than 52 percent of buyers use open houses as an information source 

when looking for a home. You’ll want to take advantage of this exposure and I will work with you through 

the process of preparing your home for the event. I will promote your open house online, in print and 

through personal networking.

Open Houses

	

	

C A N T O N ,  G A  

109 Gold Spr ings Ct.  
FOR SALE  

Print marketing is a great way to communicate your homes unique value. I use a variety of media to reach 

multiple avenues of interested to interested buyers.

Print Marketing

Daniel Hebert
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At the curb, when it matters most.
Delivering property information on all mobile 
devices by phone, text and mobile web.
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